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Executive Summary

Exotic Tours and Travels. A very well known name in the travel and tourism sector of Goa. 
It is run by a team of young and energetic professionals fully conversant with modern day's travel trade 
and its practices, who have background with various reputed Airlines and travel Agencies. Exotic Tours 
and Travels. 
The office of Exotic Tours and Travels centrally located in the hub of Ponda and Porvorim. The office is 
well appointed with the internal and external communications, being effectively maintained by 
telephone, fax, internet, computer networking and computer reservation systems (CRS) to meet up the 
demand of our Client. The company, one of the units in a group is based on a solid foundation with multi-
discipline business experience, such as travel and tourism, IT sector, software developing, hotel 
reservation, campaign organizer etc. 
Exotic Tours and Travels was started its expedition on 2019, with nine energetic people.  After some years 
with the grace of time it has become one of the most trusted and promising travel related company. 
The company does not have a specific Human Resource Department (HR) However, the managing 
directors and mangers are responsible for hiring people. 
In recruitment and selection they follow some steps as per their company rules and regulation Basically 
Exotic Tours and Travels very much concern about their promotional activities as it is a travel agency and 
tour  organizer.
They are very much concern about to draw level the national and international organization they take. 

Exotic Tours and Travels as their company brand name to focus on standard of excellence and fulfill their 
valuable customers need.
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1.1 Background

Internship report has been produce to fulfill the course 
requirement of IMBA, This report has been assigned to me 
by my senior Mr. Sanmesh Shet with a view to have an in 
depth understanding  and in depth knowledge of the topic I 
have worked in Exotic Tours and Travels as an intern and have 
got  immeasurable opportunity to learn about the 
recruitment and management on process which is also the 
major concept of our IMBA course.



1.2 Objective of the study

It is the primary project on recruiting and selection process
analysis of Exotic Tours and Travels.  The main objective of this report is to identify every 
segment of human resource procedure regarding to this company.
General Objective:
The main intention or objective of working on this project cling to identify the overall 
recruitment and selection process of Anansh TRS Ltd and obtain panoramic knowledge to 
understand bottom most strategies.
Specific Objectives:
Probing on the initial activities of recruitment process
including of collection of applications, selecting the short
listing training and development etc. 
Acquire knowledge of the research and development program undertaken by the company 
to boost the quality and management of human resources occupied to improve the 
performance And finally acquiring real scenario of the total value chain process and 
making analysis of deviation and required improvement accordingly to lengthen the brand 
marque.



1.3 Methodology

The study was conducted using the participatory method as I was working as an novice in 
this company to understand and acquire  the in-depth information, the topic was discussed 
with the expert professionals related to the company for several times and other related 
secondary information.
Data Collection method:
Data have been collected from two Sources These are as under:
Primary source
The primary source of data includes: Face to face conversation with the project manager  
and director of Exotic Tours and  Travels.  Working and handle some selection procedure.
Secondary source
The secondary sources of data includes: Text books and 
Relevant  and applicable web sites.



While conducting this internship report on the recruitment and 

selection process analysis of Exotic Tours and Travels, several 

limitations were encountered that could have affected the 

comprehensiveness and accuracy of the study:

Limited Access to Information: Due to confidentiality and business 

sensitivities, some detailed and critical information related to the 

company's recruitment and selection process might not have been 

accessible or fully disclosed. This could have impacted the depth of 

understanding in certain areas.

Time Constraints: The time allocated for the internship and report 

preparation was limited. As a result, the scope of the study might not 

cover every aspect of the recruitment and selection process 

comprehensively. Certain nuances or variations in the process might 

not have been fully explored.

1.4 Limitations
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2.1 Exotic Tour and Travel

Exotic Tours and Travels, a intimate name in the travel and tourism sector of Goa. 
Engaged in the healthy growth of travel trade in the country. It is run by a team of young 
and energetic professionals fully aware with modern day's travel trade and its practices, 
which have background with various reputed Airlines and travel Agencies.
The office of Exotic Tour and Travel is centrally located in the hub of Ponda commercial 
area, within close proximity of major Airline offices in Goa.
The office is well appointed with the internal and external
communications, being effectively maintained by telephone,
fax, internet, computer networking and computer reservation
systems (CRS) to meet up the demand of our Clientele. The
company, one of the units in a group is based on a solid
foundation with mufti-discipline business experience, such as travel and tourism, IT 
sector, software developing, hotel
reservation, campaign organizers etc



2.2 Product and service offers

Tours
This is our main product Where we take particular group for the vacation to 
scenic places like Manali,Kedarnath, Kashmir, Shimla, Kerala,  Hampi, Ooty etc 
and we try to give best experience to people to make souvenir out of it.

Hotel reservation
Being a unique travel house TRS boasts a wide variety and an abundance of 
accommodations both locally an internationally not only it can find over 700 
Hotels in over 70 to 80 cities around the world but also the pleasure of most 
competitive rates that are quite modest when compared with hotels of the 
same standards.

Air Ticket
A assignation  of professionals with decade of airline background in its ability to 
provide best possible travel consultancy what is -until recently was unknown to 
the trade







Visa Assistance
Exotic provide a professional consultancy to ease visa application Putting 
priority to provide accurate and necessary
information for a successful visa application exotic success rate has been over 
95%.

Car Rental
Exotic for the first time have come forward with a distinct facility to make the 
ground transportation in Goa. Working with the best Goan car rental suppliers 
with the guaranteed services in Goa.
Meeting Incentives Conference & Exhibition (M.I.C.E) Management Successful 
Meeting Incentives, Conference and Exhibition All the relevant logistics are 
arranged by Exotic a unique travel house in Goa and this they also give 
consultancy.

Other related services are:
Airport Transfer, Excursion. Rail-bus-steamer ticket
Half a day city tour, Meet and assist service



2.3 History ( section with in organ)

Exotic Tours and Travels adopted as the companies brand name that  bounce back 
the symbol of commitment and standard of excellence in travel area in Goa. Exotic 
started their journey on 19th January, 2019, with young youth and very much  
energetic people. First they do their business on event management and software 
developing But after some years they concentrate on travel related services.



2.4 Vision

To be the market leader in terms of international standard service Air Ticket 
and recreation sector and ensure maximization of the potential customers 
to increase the sales volume.



2.5 Mission

To focus on the customers demand and ensuring quality through Good Servicing 
Practice (GSP) and by using extensive promotional activities to achieve the goal of 
monopolistic market leader in travel and tourism sector and recreation 
sector.Incorporating latest technology and quality service to improve quality at all 
times.Give adequate emphasis on public relation to build image. To add at least one 
additional service in each year.



2.6 Goal

In corporating latest technology and quality service to imporve quality at all 
time.
Give adequate emphasis on punblic relations to build image.
To add at least one additional service in each year.



2.7 Objective

To diversify market portfolio across the country according to the market 

demand and situation.

To increase market awareness as well as sales by persuasive promotion 

based strategies.

Maintain a constant growth rate.

To market the famous and  well known tourist destinations.

Maintaining the quality of the market through continue monitoring and sound 

management. 



2.8 Operational Network Organisation

Director

Tour Manager Marketing Director

Office Bariers

Tour Guids Trainee



2.9 Promotional strategy of Exotic

The promotional strategies of Exotic are reviewed each year in consultation 
with their advertising agents and media buyers on their recommendations a 
themed campaign is devised and appropriate media selected. There is a limited 
budget available for such campaigns and since television advertising is not 
usually possible within their budget  past years the choice has been to use the 
following media:
●Poster advertising
●Press advertisements
●Smaller posters for distribution
● Own  and well known web sites on various social media platforms. For 
example: Whatsap Group, Instagram etc.



2.10 SWOT Analysis

1. Weaknesses
They have only two department Financial Department and Marketing Department. They have 
many of clients but because of some managerial problem they have the tendency to lose them.
No employee training and development centre Comparatively low investment in increasing 
different operations.

2. Strengths:
➤ Group image: It can easily attract the job market.
➤ Skilled manpower: Skilled manpower creates the job environment. professional that leads a 
systemic and efficient organizational structure.
➤ Latest technology: Latest technology makes organization more effective,attractive  and 
systematic .So every task can be managed so smoothly and thoroughly.
➤ Wider distribution network: Wider distribution network gives the employee better 
opportunity to explore, to find their quality and knowledge and opens the door to be more 
professional and systematic  in the business community.



3. Opportunities
> Exotic has a scope of expansion their business in Goa, as it has become the attractive 
tourist hub.
> As this company is very much successful in tours and travels, it can easily joint venture 
with other local or international travel company to give better services
> The government of Goa is giving immense support on developing tourism sector and 
offers various packages, loans, investment on this Sector so has been  an huge and 
different opportunity to grab it.

4. Threats
➤ The unstable situation of Goa that greatly harm the tourism sector.
➤ Sometimes less interest of foreigner to come in Goa. Now-a-days many companies are 
doing good business in tourism sectors in India.
In that you can add things like
◆ travel destination culture 
◆map reading
◆learned about  Marketing strategy and business development skills.
◆ mainly I worked on my self communication skills because if company wants to expand 
business then communication skills always matters because, I believe that first impression 
is the  last impression.



CHAPTER 3

Job as Intern

(Responsibilities Handled)



3.1   Nature of job

During my internship at a tour and travel agency, I served as a trainee responsible for 
efficiently managing various aspects of client interactions and tour operations. This 
encompassed assisting clients by providing comprehensive information about tour 
packages and additional services. Moreover, I took charge of coordinating and 
overseeing the needs of passengers during tours, ensuring a smooth and enjoyable 
experience by delivering insightful details about the destinations visited.



• Engaged with clients to understand their preferences and 

requirements for travel experiences.

 Provided accurate and detailed information about various tour 

packages, itineraries, accommodation options, and additional 

services.

• Addressed clients' queries and concerns promptly, ensuring a 

high level of customer satisfaction.

3.2 Specific responsibilities of job



3.3 Different aspects of job performance 

Client Interaction and Information Dissemination:

• Clear and effective communication skills to convey complex travel information in a understandable 
manner.Active listening skills to comprehend clients' preferences and tailor recommendations 
accordingly.Ability to build rapport and establish trust with clients, fostering positive client-agency 
relationships.

Tour Package Management:

• Strong attention to detail when creating and customizing tour packages to meet diverse client 
needs.Sales and negotiation skills to upsell additional services and enhance revenue 
generation.Creative thinking to design attractive and appealing tour packages that stand out in a 
competitive market.

Booking and Reservation Handling:

• Organizational skills to manage multiple reservations accurately and avoid scheduling 
conflicts.Problem-solving abilities to address booking discrepancies and swiftly resolve issues with 
service providers.Time management to ensure bookings are made within deadlines and confirmed in a 
timely manner.



3.4 Critical observation and recommendation

Critical Observation:
While your role as a tour and travel agency trainee involved a wide range of responsibilities, 
there are a few areas that could benefit from further attention and improvement.

1. Proactive Problem Anticipation:
While you demonstrated strong problem-solving skills in addressing unexpected challenges 
during tours, there is room for improvement in anticipating potential issues before they arise. 
Developing a proactive approach to identifying and mitigating possible disruptions can lead to 
smoother tours and higher passenger satisfaction.

2. Personalized Customer Engagement:
While providing information about tours and services, consider further personalizing your 
interactions with clients. Tailoring your recommendations based on individual preferences and 
interests can enhance the client experience and make them feel more valued.

3. Continuous Learning and Industry Trends:
While your dedication to professional development is commendable, staying updated with the 
latest industry trends and technological advancements can further elevate your performance. 
This knowledge can help you offer innovative solutions and stay ahead in a dynamic industry.



Recommendations:
To enhance your performance and contribute more effectively in your role as a tour and travel agency 
trainee, consider the following recommendations:

1. Preemptive Problem-solving:

Regularly review tour itineraries and logistics to identify potential bottlenecks or challenges.
Develop contingency plans for common issues, such as weather-related disruptions or last-minute 
changes in attractions.

2. Client Relationship Building:

Collect additional information during client interactions to create more tailored tour recommendations.
Follow up with clients after tours to gather feedback on their experience and identify areas for 
improvement.

3. Industry Engagement:

Participate in webinars, workshops, and industry conferences to stay updated with the latest travel 
trends and technologies.
Network with professionals from other agencies to exchange insights and best practices



CHAPTER 4

Learning



4.1 What I learned

During my internship as a tour and travel agency trainee, I learned to excel in 
customer service, effectively communicate with clients, and meet their travel needs. 
I gained hands-on experience in planning and managing tours, from coordinating 
logistics to creating detailed itineraries. I developed expertise in various travel 
destinations, enhancing my ability to provide insightful information to passengers. I 
honed my problem-solving skills by addressing unexpected challenges during tours. 
Overall, I gained practical knowledge in delivering exceptional travel experiences and 
handling various aspects of tour operations.



4.2 Geography and Culture Skills

Geography Skills:

• Developed a sound understanding of diverse geographical landscapes and regions.

• Gained proficiency in mapping out routes, distances, and travel logistics.

• Learned to navigate and interpret geographic information systems (GIS) for tour planning.

Culture Skills:

• Acquired in-depth knowledge of cultural norms, practices, and etiquette in various destinations.

• Enhanced your ability to bridge cultural gaps and communicate effectively with people from 

different backgrounds.

• Became skilled in showcasing the historical, artistic, and social aspects of destinations to enrich 

travelers' experiences.



4.3 Business skill

Business Skills:

• Learned effective communication and negotiation techniques to interact with clients and service 

providers.

• Gained experience in creating and presenting persuasive sales pitches for tour packages and 

additional services.

• Developed proficiency in time management to ensure bookings, reservations, and itineraries were 

organized and executed efficiently.

• Acquired financial awareness by managing budgets for tours, accommodations, transportation, and 

other expenses.

• Enhanced problem-solving abilities through on-the-spot decision-making to handle unforeseen 

challenges during tours.

• Gained insights into market trends, customer preferences, and competition within the travel industry.

• Became proficient in using booking and reservation systems, helping streamline operations and track 

customer data.

• Learned to collaborate with cross-functional teams, such as marketing and customer service, to ensure 

consistent service delivery and brand representation.



4.4 Trade-Specific Courses

1. Tourism Management Course:

Provides a comprehensive overview of tourism industry trends, destination management, and customer service 
strategies.
Covers topics like tour planning, marketing, sustainable tourism practices, and crisis management.

2. Travel Sales and Marketing Course:

Focuses on developing effective sales and marketing strategies specific to the travel and tourism sector.
Teaches techniques for promoting tour packages, attracting clients, and utilizing digital marketing tools.

3. Geography and Cultural Studies Course:

Offers a deeper exploration of geography and cultural aspects of different regions to enhance destination knowledge.
Includes cultural sensitivity training, historical context, and communication strategies for diverse groups.

4. Customer Service Excellence Course:

Dives into the nuances of providing exceptional customer service in the travel industry.
Covers client interaction, conflict resolution, and ways to create memorable travel experiences.

5. Tour Operations and Logistics Course:

Explores the intricacies of planning and executing successful tours, including transportation, accommodation, and 
activities.
Provides insights into optimizing logistics for various types of tours.



CHAPTER 5

Challenges



5.1 Maintaining Credibility

Maintaining credibility in the tour and travel industry involves consistently offering accurate 

information, being transparent in marketing efforts, delivering on promises, and promptly 

addressing any issues that arise. By upholding high standards of honesty and reliability, trust 

is built with clients and partners, leading to long-term success in the industry.



5.2 Competition From Leading Companies

Staying competitive in the tour and travel industry requires strategic differentiation. Focus on offering unique 

experiences, exceptional customer service, personalized packages, and innovative marketing strategies. 

Analyze the strengths and weaknesses of leading companies to identify gaps you can capitalize on. 

Continuously adapt, improve, and innovate to provide value that sets your agency apart, building a loyal 

customer base and establishing your own niche in the market.



5.3 Common Tour Packages

1. City Exploration Package:
- Includes guided tours to popular attractions, historical sites, and cultural landmarks within a city.
- Often covers transportation, accommodation, and meals.

2. Beach Getaway Package:
- Offers a relaxing beach vacation with accommodation at seaside resorts.
- May include water sports, spa treatments, and beachside activities.

3. Adventure Tour Package:
- Tailored for thrill-seekers, offering activities like hiking, zip-lining, white-water rafting, and mountain \

biking.
- Includes experienced guides, safety equipment, and accommodations near adventure spots.

4. Cultural Immersion Package:
- Focuses on deep cultural experiences with visits to local communities, traditional events, and 

Workshops.
- May involve homestays, language classes, and authentic cuisine.

5. Wildlife Safari Package:
- Centers around exploring natural habitats and observing wildlife in their native environments.
- Includes guided safaris, accommodations near wildlife reserves, and educational experiences.



5.4 Complex Booking Process

Navigating a complex booking process requires careful planning and attention to detail. Break down 

the process into manageable steps, ensuring clear communication with clients at each stage. Utilize 

advanced booking software or systems to streamline reservations, track availability, and manage 

bookings efficiently. Offer assistance to clients who may find the process overwhelming, guiding 

them through the necessary steps. Regularly review and update your booking procedures to identify 

potential areas of improvement, aiming to simplify the process for both clients and your team.



5.6 Inefficient Travel Software

Facing inefficient travel software requires a strategic approach. First, identify the specific pain 

points and limitations of the software. Communicate these issues with your team or software 

provider to explore potential solutions or updates. Consider seeking training or tutorials to better 

understand the software's functionalities and shortcuts. If feasible, research and evaluate 

alternative software options that better align with your agency's needs. In the meantime, implement 

workarounds and manual processes to minimize disruptions to your workflow. Ultimately, the goal is 

to either optimize the current software's usage or transition to a more efficient solution.



5.6 Inefficient Travel Software

In efficiencies in travel software can impact productivity and customer satisfaction. Begin by 

identifying specific issues and documenting them. Communicate these challenges to your 

team or software provider, seeking assistance or updates. Explore training resources to 

maximize the software's potential. If issues persist, consider alternative software solutions 

that better meet your needs. In the interim, establish workarounds to maintain workflow 

efficiency. Prioritize finding a resolution that streamlines processes and improves overall 

functionality.
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